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ADDRESS OF WELCOME 


By Dr. J. V. GentiLLy, Gen. Chairman Local Arrangements for the American 
Dental Assn. Given before the A.D.A.A. General Meeting, 
Sept. 9, 1940, 2 P. M. Cleveland, Ohio. 


LapiEs:—It is my pleasure to extend to you in behalf of the American bai 


Association the hand of welcome and the wish that this meeting of the American 
Dental Assistants Association will outshine all past meetings and go down in the 
records of your organization and in the records of the American Dental Association 
as your most outstanding and successful meeting. 


The purpose of your meeting, and the purpose of the meetings of the American 
Dental Association and its associated groups, is similar to the extent that primarily 
we are all interested in the betterment of the public health. If it were not for this 
vital concern for the betterment of our service to the public, these meetings would 
be of no account and only serve our individual and selfish interests. We go to great 
expense and oftentimes travel from one end of the country to the other, which to 


some may appear irrelevant to the work we do; but you who are here have realized | 


that sincere service to a cause is a recompense that cannot be valued in dollars and 
cents, but is a service that comes from the heart, and that the only recompense we 
ask for is the appreciation from those whom we serve and from those who serve 
with us. We come to these meetings to discuss the trend and methods for pro 
moting a service and the obligations we hold in the discharge of that service. Yout 
officers and the workers in your organization realize this obligation, and they als 
realize that as the obligation increases, likewise there is a greater responsibility 
placed upon you, and as we increase our knowledge we increase our service. 

It is with great appreciation that we observe the tremendous growth of yout 
organization. It was in this very city that your organization was conceived, and 
I can still see the picture of Juliette Southard appearing before the House of Dele 
gates of the American Dental Association with the request it indorse and support 
the organization of the American Dental Assistants’ Association. We of the Local 
Arrangements Committee are proud to have you here and we trust that the arrange 
ments we have provided for you are satisfactory, and we hope that the accomplish 
ments you establish in this city will stir you on to greater heights; for after all the 
success of a practicing dentist depends to a large extent on the efficiency of those 
who serve with him, and there is no one else in a dental office who promotes the 
success of that office more than an efficient Dental Assistant. 

It is our wish that your organization continues to grow and continues to hold 
the responsible position it now holds in the hearts of the members of the dental 
profession. Thank you! 

724 Rose Building. 





LOOKING FORWARD 


By Dr. Witrrep H. Rosinson, Pres.Elect, A.D.A. Oakland, Calif. Presented 
before the General Meeting of the A.D.A.A., Sept. 9, 1940, Cleveland Ohio. 


When one pauses to think of the history of the beginning of Dentistry, the 
trials and difficulties that confronted it during the dark days of the early Nineteenth 
Century, and the then almost impossible task of knitting the various dental and 
factional ideals into one constructive and progressive professional body, the future 
of dentistry is indeed bright. Today dentistry is still faced with perplexing problems 
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which have to be solved. I feel assured these problems will be successfully solved, 
thereby greatly benefitting not only mankind but our profession as well. 

There are the problems of Dental Education and Research, particularly in the 
Biological field, the National Health Program, Economics and many others, but 
the forward thinking men in dentistry today are more than qualified to successfully 
guide dentistry’s future. Even now among the dentists of America there is a Haden 
and a Harris awaiting to continue to blaze the trail leading us to greater dental 





heights and understanding. 
ingly bright. 
1706 Broadway. 


Indeed, Looking Forward, Dentistry’s future is reassur- 


AMERICAN DENTAL ASSISTANTS ASSOCIATION 
PRESIDENT'S ADDRESS 


By ErHEL Mays WHITENTON, 906 Exchange Bldg., Memphis, Tenn. 


before the 16th Annual Meeting, 


As we come to this Sixteenth Annual 
Meeting of the American Dental Assist- 
ants’ Association we are filled with min- 
gled feelings of joy, satisfaction and 
hope. 

There are listed in our Official Pro- 
gram—for the first time—twenty-eight 
societies that were affiliated during the 
past year. Seven hundred and seventy- 
five members were added to our roster. 

The theme for the year was Progress, 
which has been effected in many ways, 
due to the loyal efforts of the member- 
ship as a whole. “Give Your Best To 
Get Its Best’ was the slogan. The 
whole-hearted co-operation and achieve- 
ments of members this year have been 
heartening. They have worked hard to 
build and maintain an organization that 
would continue to be a source of in- 
spiration, helpfulness and pride. Emer- 
son said in speaking of achievement: 
“The height of the pinnacle is deter- 
mined by the breadth of the base.” The 
base or foundation of our splendid or- 
ganization has the depth and breadth 
that the American Dental Association 
helped our Founder to establish. It was 
with the sanction and guidance of the 
A.D.A. that we were organized and the 
addition of departments and features 
during development have brought our 
association to greater heights. 

It is well to recount some advantages 


Presented 
Cleveland, Ohio, Sept. 9, 1940. 


offered to members of the A.D.A.A. and 
to take an inventory of ourselves in re- 
lation to the parent body. The A.D.A.A. 
Membership makes fellowship and 
friendship of more than 3,150 members 
throughout the United States and Cana- 
da. It also offers an added incentive to 
travel. The A.D.A.A. steers the course 
of dental assistants towards professional- 
ism and protects them from unionism. 
Many educational advantages are the 
privilege of members. Through the 
work of the Education Committee there 
are now established courses for dental 
assistants in the following reputable den- 
tal schools: North Pacific College, Port- 
land, Oregon; Northwestern University, 
Chicago, Illinois; Western Reserve Uni- 
versity, Cleveland, Ohio, and the Los 
Angeles Junior College, Los Angeles, 
California. 

Our organization continues to discour- 
age the itinerant commercial instructor 
whose object is to sell knowledge not in 
accord with the ideals of this association. 
The A.D.A.A. offers the opportunity of 
writing and speaking. Its varied activi- 
ties and study classes add stimulus to 
lives and kindle keener interest in the 
pursuit of duties. The use of the A.D.A. 
Library Bureau is our privilege. The 
A.D.A.A. inspires its members to ex- 
pend their best efforts toward the asso- 
ciation and to their individual offices. 
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The enthusiasm of the meetings is con- 
tagious and carries over for many months. 
For our annual dues we also receive 
six copies per year of our Dental Assist- 
ant Journal, which has long been a 
recognized organ among dental editors. 
Through its pages we read of plans of 
other societies; we have the benefit of 
reading splendid papers published there- 
in; the Journal is a means of self expres- 
sion through which we share ideas. 


Too much cannot be said in praise of 
and tribute to our editor, Juliette A. 
Southard, who on September 1, 1939, 
accepted full-time editorship. Her devo- 
tion to the cause of our association, her 
constant interest in its developments are 
a definite part of her life. What more 
appropriate means of expressing our sin- 
cere devotion and appreciation could we 
offer than to honor her with a Testi- 
monial Dinner? So I hereby recommend 
that the American Dental Association 
sponsor a Testimonial Dinner for Juliette 
A. Southard, founder, to be held at a 
suitable time and place before the con- 
clusion of the 1941 Annual Meeting. 

Now, it is apropos to review some 
things that the assistant can offer her 
association. First of all, she can be a 
good member. To do that she will co- 
operate with the entire program outlined 
by the association. She will be in ac- 
cord and familiarize herself with the 
activities and workings of her local, state 
or district, and national association. 

Education is one of our main objec- 
tives. When we refer to education we 
usually think of the subject as it will 
benefit self. Aside from this angle 
which has been taken care of by the 
committee for the purpose, the assistant 
has a field of education of her own, 
namely, assistance in lay education. 

During this Centennial Year of Den- 
tistry, with the dentists’ eyes focused on 
prevention, it is timely that the dental 
assistant take stock of her opportunities 
to aid in this health program. Dental 
health must be taught the laity if the 
results of this program are to be real- 
ized. The assistant has a splendid op- 
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portunity in this educational movement 
to spread the gospel to the patients of 
Mouth Health, General Health, Correct 
Eating and Regular Systematic Visits to 
the Dentist. One visible means of edu- 
cation is for the assistant to live up to 
the program herself? When she is 
dressed immaculately and has her own 
teeth in good order and clean, this in 
itself is a vital example of which the 
patient is quickly aware. The patient is 
a ready listener when the ideas conveyed 
describe the benefits therefrom. It is a 
proven fact that regular visits to the den- 
tist save teeth, time, pain and money. 


Special care of the recall list is of ut- 
most importance, as many return visits 
depend on the prompt attention to this 
item. Much of the dentist’s time—which 
is his money—may be saved by alertness 
of the assistant in co-operating with the 
lay-education program. The assistant 
should never prescribe or diagnose, but 
she can safely teach under the supervision 
of her employer. She can dispel the 
fear of the dental chair by explaining 
the agents to eliminate pain. If Frank 
Crane was right in his words, ‘Your 
sole contribution to the sum of things 
is yourself,” then let us make that con- 
tribution in service every day. 


The A.D.A.A. has contacted the chair- 
man of the American Dental Associa- 
tion’s National Defense Committee of- 
fering “Enrollment of dental assistants 
for possible service in the event of a 
national emergency.” Meanwhile _ the 
assistant can be offering timely service 
to the local chapters of the American Red 
Cross by giving some time to knitting or 
making garments and bandages. It is 
hoped that during this meeting the 
A.D.A.A. may procure a sum of money 
worthy to be given the American Red 
Cross in the name of our national 
organization. 

Following our ideals and aims, prog: 
ress is inevitable, particularly with the 
consciousness and practice of loyalty to 
individual societies, to our employers and 
to ourselves. Progress is not achieved 
by marking time. To progress one 
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must use the margins of time, of ability, 
of activity, of opportunity. 

In summary, when the totals are add- 
ed, the assistant readily sees that the mar- 
gin of benefit from active, conscientious 
effort, is on her side, especially when she 
deduces that every energy expended 
toward work for her association is in 
reality self improvement. The A.D.A.A. 
will continue to progress towards its lofty 
ambitions because of her performance. 

Let us hold high the banner of our 
association and strive by service to ele- 
vate our work. In service there is great- 
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ness and never will we gain greater satis- 
faction than we feel when we have done 
our work well. As we enter another 
administration year let us catch the 
gleam of new horizons, use our talents, 
our abilities and cheerfully and diligently 
co-operate to higher achievements 

We would not go back to play a 
funeral dirge when we may sing at the 
cradle of tomorrow an anthem of hope, 
but we will carve from today an age in 
dental assisting far grander, better and 
nobler than any previous one. 

“Give your best to get its best.” Need 
that be stated in the negative? 





A LETTER 


From the Office of Immediate Past 


President 


Dear A.D.A.Aers:—Allow me to express my deep gratitude and sincere appreciation to 


you, every one, for your support of the program of the 1939-1940 administration. 


year of definite progress. 


It was a 


Due to the combined co-operative efforts of the major officers, 


Board of Trustees, committee members, and the membership as a whole, the "39-40 year came 
to a climax in Cleveland September 9-12 at a successful annual meeting. This convention was 
splendidly attended; the program of papers and clinics was interesting and diversified; the 
social functions were lovely; all local arragements were well planned and perfectly carried out 











and we enjoyed the usual fellowship 
Annual Meeting. 


To those who could not attend may I say that we missed you. 
begin making plans to attend the next meeting in Houston, Texas, in 1941. 


all of which contributed to the delightful Sixteenth 


It is not too early to 
It was a pleasure 


to have served you as president, and I covet for the present administration the same co-operation 


that was my pleasure to enjoy. 


Sincerely with love, 
ETHEL M. WHITENTON. 





THE EMOLUMENTS OF POISE AND CHARM 


By Dayton D. CamPBELL, D.D.S., Kansas City, Missouri. 


A.D.A.A. September 9, 
Poise and charm pay dividends, 


you possess them? 

A man hesitates to speak about poise 
and charm before a group of beautiful 
women. However, this is because it is 
the subject which I have selected for 
this occasion and implies that there are 
definite rewards for the individual who 
is able to cultivate a degree of charm 
and poise. This is my conviction, and 
it is the theme which I shall endeavor 
to uphold and expound for the next few 
minutes, even if I am a mere man. 

We hear a great deal about charm 


Do 


Presented before the 
1940, Cleveland, Ohio. 


these days, and particularly since Eleanor 
Roosevelt took up what promises to be 
a permanent lease on the White House. 
The subject of poise perhaps does not 
receive as much publicity as its sister 
virtue, charm, but the two make up in 
large part that all-enveloping, all-power- 
ful thing which we call personality. 
What is personality? The answer is 
not an easy one; in fact, personality can- 
not be adequately defined. As Edison 
could not answer the question, ‘“What is 
electricity?” or any scientists the ques- 
tion, “What is gravity?” so I cannot an- 
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swer the question, ‘“What is personality ?” 
‘However, that is beside the point. I am 
not concerned with the psychologist’s 
views on the subject. Mr. Edison did 
not need to worry about what electricity 
was, so long as he knew how to fathom 
what it would do—how he could con- 
trol and develop it. So our inability to 
fathom personality need not hinder us 
from developing and refining, if we 
may, this wonderful element in our 
equipment for life. Let us be practical 
and follow a few lines of that on this 
subject. 


You are reflected in the social mirror. 
This is really what your personality is— 
how other individuals are impressed in 
contacting you. What is the cash value 
of your personality? Accident insurance 
companies will allow you five thousand 
dollars for your arms; five thousand dol- 
lars for your legs, your ears, your eyes, 
or—if we carry the thing to a facetious 
end—your head. Well, is twenty-five 
thousand dollars the cash value of your 
personality? No! That is the value of 
your horsepower. There is no refine- 
ment in that evaluation, no development, 
no education. What about the man- 
power and the personality side that is 
represented by the refinement, coordina- 
tion and education—all of those factors 
that enter into the development of human 
life? The president of a great railroad 
appraises a man earning $19 a week as 
being worth as much as the cost of a 
locomotive, but he adds that you can 
make yourself worth more, while a loco- 
motive cannot. It rests, in fact, with 
every individual to fix his own capitali- 
zation. It may be fifty thousand dollars 
or even five hundred thousand dollars. 
It depends on how successful you are in 
developing your human machiné and pro- 
ducing a charming personality. 


Let us put the important thing first. 
Let us now turn legitimately to the con- 
sideration of how personality pays in a 
tangible way. A pleasing personality— 
of which charm and poise are insepar- 
able parts—pays in dollars and cents as 
well as in personal satisfaction. One 
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who has made a long and careful study 
of this says: ‘“No matter what your busi- 
ness, occupation or profession the more 
you cultivate your personality the more 
successful, attractive and popular you 
become.” This statement was recently 
proved by one of our great educational 
institutions in carefully testing two 
groups of its graduates. Group I. was 
selected from one hundred men who 
stood exceptionally high in intellectual 
attainments and whose subsequent careers 
were watched with much interest and 
careful attention. They started out under 
the most promising and favorable con- 
ditions. Group No. 2 was selected from 
one hundrew men whose I. Q. was very 
much lower but who were conspicuous 
because of finely developed personality. 
The test covered ten years of close ob- 
servation, at the end of which time it 
was found that the incomes of Group 
No. 1—the 100 intellectuals—averaged 
three thousand dollars a year, while 
Group No. 2—those hundred men whose 
equipment had consisted so largely of 
outstanding personality — averaged ten 
thousand dollars a year. 

Personality pays financial dividends. 
Personality is the biggest factor in get- 
ting along with others. Business as a 
whole is awakening to the fact that there 
is no place in the present scheme of 
things for a man of anaemic personality 
any more than there is for a tallow can- 
dle in this modern age of electric lights. 

We are all interested in the making of 
money. Man has a right to a successful 
career, and success implies enough in- 
come so that he can provide for himself 
and loved ones those necessities, com- 
forts and cultural advantages which 
make life happy and fully expressive. 


Therefore, any personal quality which / 


will aid in the honest accumulation of 
money is worthy of the careful considet- 
ation of every person whose desire is to 
succeed. A winning personality may be 
achieved by a careful study of the two 
factors which make for poise—dress and 
address. These assets are listed in thett 
chronological order, rather than in ordet 
of their importance, for ninety-nine 
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times out of a hundred the first impres- 
sion is an eye impression. 


Hundreds of men and women fail be- 
cause they have not learned to look as 
good as they actually are. Our large 
mail order houses spend hundreds of 
thousands of dollars a year that the pack- 
ages they place in the mails may be at- 
tractively tied, insuring a favorable first 
impression upon the recipients. How, 
then, can a young man or woman afford 
to tolerate that attire which grossly mis- 
represents the superior brand of man- 
hood and womanhood which he or she 
is offering for sale? Employees may be 
adept in self advertising; they must cul- 
tivate those personal artistries that will 
cause them to blend with the environ- 
ment of a well-groomed business office; 
many fifty-fifty personalities fall short of 
the one hundred per cent mark in seek- 
ing to sell their merchandise in unattrac- 
tive wrappers. “The wise employer is 
as anxious about your external appear- 
ance as he is about your internal capa- 
bilities. In analyzing the concrete side 
of personality we find it is not only 
neglected and underdone, but often 
abused and overdone. While many take 
personal appearance for granted, others 
affect the actor and actress type. When 
a French orator once said, “There are 
no ugly women, only those who do not 
know how to be beautiful,” he did not 
have in mind the art of assembling one’s 
complexion. This type of person usually 
shows a belabored effort at style. It is 
quite fitting that she should be stylish. 
The trouble comes from misinterpreting 
the term. I like the definition given re- 
cently in a tailor’s advertisement which 
sid that “True style is like a window 


+ through which you look without being 


conscious that it is there.’’ That style 
doesn’t shout; it whispers; it pats itself 
neither on the chest nor on the back 
and it never cries, “Gaze on me,” but 
is modestly content to be just the thing 
It ts, 

Again poise and not pose is one of 
the most forceful manifestations of char- 
acter. Silence is the trump card that the 
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master personality vitalizes with a rare 
eloquence. A rich personality, like a 
deep river, flows along rhythmically. It 
is unobtrusive and unspectacular. The 
obtrusive personality knows not the gos- 
pel of the still small voice, but is prone 
to perch on the housetop, whence it cries 
out in commanding tones. In life’s pa- 
rade it selects the role of a drum major 
and must have right of way over all 
mental thoroughfares. Consideration of 
others’ rights and thoughts would be 
heresy to the obtrusive person. The 
pronouns “‘I’” and “my” are among its 
chief words, made as indispensable as 
verbs in all business and social conversa- 
tion. “It is the business of an institu- 
tion of learning to produce a broad man 
sharpened to a point,” was the statement 
made by a president of one of our lead- 
ing universities. His words apply today 
just as truly to the young woman who 
is seeking to prepare herself for a career 
as to a young man. 

Culture has a practical value often 
overlooked. The feverish activity of 
modern life frequently demands that one 
make the most of the recuperative value 
of hours outside the office. The young 
woman who at such times has access to 
the cultural satisfactions of life is likely 
also to go further in her work than one 
whose only diversions are the movies 
and “dates.” A young woman who is 
preparing for a vocation should, if she 
can, lay her cultural foundation first, be- 
fore starting to erect a superstructure of 
technical training. This building process 
cannot be completed in any school or 
college. The best school is not one 
which turns out a “finished product,” 
but one which teaches a student how to 
go on learning and developing through- 
out a life-time. 

In the laudable enterprise of increas- 
ing the cash value of your personality, 
knowledge is not enough. Knowledge 
plus language, plus love of labor—that, 
spurred by ambition, is the winning com- 
bination. 

Everyone realizes early in life that it 
is desirable to be intelligent and well- 
informed. The way many show these 
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achievements is by conversation; so 
‘everyone talks and most everyone talks 
too much, as far as personality is con- 
cerned. The empty-headed man or 
woman betrays this weakness, repelling 
the person he is trying to impress. But 
even the smart, fluent, witty and well- 
informed often offend, especially if the 
words are delivered with a disagreeable 
voice. The voice is the key to a charm- 
ing personality. Get the telephone ope- 
rator’s voice with a smile and with it 
have a face that smiles. 

Lady Astor, except for one defect, 
would have an extraordinary high-all- 
round rating and should be the most in- 
fluential woman in England. Full of 
vitality, beautiful, spending a fortune on 
clothes, with the highest social standing, 
a delight to all the senses, she has a 
strong but pleasant voice which she 
knows enough to modulate. In addi- 
tion to all this, she is one of the best 
informed women in the world, nimble- 
witted and so quick in repartee that she 
almost invariably makes her opponents 
in Parliament look foolish, but she talks 
too much, This charming and gifted 
person has little influence. Men laugh 
and applaud at her wit, but they do not 
take her advice. Women copy her hats 
and gowns, but not her opinions. Even 
the smartest woman in the world, if she 
jumps up to give a public opinion on 
every subject, 1s bound to make a lot of 
sad mistakes. The woman who talks in- 
cessantly, who seems to be the life of 
the party, may in reality be the death 
of the party for other women who would 
like a moment to show how clever they 
are. Jean Nash, on the contrary, is a 
woman of striking popularity. She has 
never claimed exceptional beauty, but 
she has charm, poise and _ intelligence. 
She knows when to talk and when to 
keep silent. We all like to feel im- 
portant, and want our innings, too. 

Regardless of old wheezes about 
beauty being only skin deep, there are 
thousands of men looking for skins. 
Appearances count for a lot in their 
impressions on others. A person with 
good facial features, including eyes, 
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nose, teeth, mouth, forehead, ears, at- 
tractive and well-kept hair, shapely fig- 
ure, proper posture and carriage, and 
who radiates charm and poise, naturally 
starts in a personality contest with a 
decided advantage over one not so for- 
tunately endowed with these characteris- 
tics. And today, nearly all of them can 
be acquired. Consider your personality 
as a business. Take stock of your char- 
acter, develop your assets and subdue 
your individual liabilities and  draw- 
backs. 

Not all of our presidents have had 
pleasing personalities. Many of them, 
while good administrators, have been of 
a marked introvertive make-up, popular 
because of their abilities and character, 
and not because of their emotional ap- 
peal. Of the presidents who, in modern 
times, have had the power to win others 
to them readily because of their extro- 
vert tendencies and their friendly dispo- 
sitions, Taft, Harding and Roosevelt are 
probably the best examples. Many of the 
Presidents’ wives have had considerable 
charm. Mrs. Calvin Coolidge was noted 
for it. Her constant graciousness and 
her infectious smile not only became her 
as the First Lady, but her widespread 
personal popularity enhanced the pub- 
lic’s attitude toward the administration 
of her distinguished husband, who was 
a marked introvert. President Roose- 
velt admits quite frankly that, with the 
possible exception of Jim Farley, Mrs. 
Roosevelt has done more for him in a 
political way than any other single pet- 
son. The social value of charm should 
be obvious. People who have it are not 
only good to work with but to have 
around and to live with. They help to 
make life more enjoyable and our sor- 
rows less intense. Consequently we seek 
them out and welcome them into out 
homes, our clubs and are glad to have 
them at our social affairs. The disagree- 
able are given a wide berth. There is 
enough sorrow around us; we need suf- 
shine and cheer. 


A cultured voice and good diction are 
valuable aids to charm. Slang, “wise 
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cracks,"” gross breaches of grammar, talk- 
ing out of the side of one’s mouth, and 
the like are far from pleasing. One 
does not have to be pedantic, but one 
should endeavor to talk distinctly and to 
use reasonably good English. Vulgar- 
isms are always to be avoided. Learn 
to use a dictionary and increase your 
vocabulary. Have you recently, or ever, 
taken an inventory of your poise or bear- 
ing—your manner of standing, sitting, 
walking and acting before others? Have 
you any undesirable mannerisms that you 
are not aware of, such as standing with 
one hip “thrown out” or placing both 
hands on the hips whenever you are 
standing still, or standing with the feet 
wide apart and hands on hips? Have 
you the habit of twiddling your fingers 
whenever you are before others, or of 
placing your hands on your face all the 
time, or of stretching and yawning no 
matter where you are? Have you the 
habit of picking your teeth in public— 
particularly along the street—or of man- 
icuring your nails in public, whether it 
be necessary or not? Study yourself in 
a mirror and ask your friends about 
these little details and be able to take 
criticism with a smile. 

These are little things, arent’ they? 
And yet they play a rather big part in 
one’s life. Remember that most people 
are more conscious of their dislikes than 
of their likes and sympathies. It is one 
of the sad things of human nature that 
we resent a little thing which we hap- 
pen to dislike, much more than we ap- 
preciate a great deal for which we 
should be grateful. Most dislikes have 
a physical basis. Our natures aren’t 
naturally generous or noble. We re- 
member slights, a little distasteful ac- 
tion, and some peculiar mannerisms 
about someone and forget the many good 
qualities he may have. 

Have you thought to analyze your 
habits of dress? Have you ever stood 
on a street corner and studied how the 
people were dressed? Haven't you been 
able to detect something about them from 
the kind of clothes they wore and the 
manner in which they wore them? Have 
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you noticed that some persons have a 
much more radiant personality when they 
wear certain styles and colors? How do 
you appear to others? 

You sometimes hear the complaint, 
“I can’t afford to dress well,” but you 
cannot afford to dress other than well. 
Remember that simplicity of dress, im- 
maculate linen, clothes pressed and clean, 
are the essential things in being well 
dressed, no matter in what strata of so- 
ciety you may move, and they are not 
expensive. Courtesy is recognized as a 
necessity in all branches of life. Busi- 
ness men and women realize that cour- 
tesy is an asset, not the surface observ- 
ance of a few mere rules of etiquette, 
but a courtesy that comes from the quali- 
ties. Some little act or lack of courtesy 
often causes one to have his true per- 
sonality mistaken. 

Do you try to cultivate courtesy in 
iust the ordinary acts of the day—in the 
manner in which you talk and act? Do 
you raise your voice and have so much 
self-assertiveness that you irritate others, 
or do you control your voice? Are you 
patient when giving answers to ques- 
tions or are you impatient? Do you 
find yourself saying things that constant- 
ly antagonize? Do you rule your moods 
or do you “snap’’ at others just because 
you feel like it? 

Strangely enough, we go on day after 
day, engrossed in our thoughts, in our 
work, and forget to check on such little 
things; yet those little things make a vast 
difference in the impression that we 
make on others. 

Miss L. has a grievance. She feels 
abused. For ten years she has been 
assistant to the president of a large chem- 
ical manufacturing concern. She has 
lived and breathed chemicals. She has 
read every book that might improve her 
knowledge of the chemical field; she has 
taken various courses in chemistry. Even 
her employer admits that she knows 
more about the subject than he does. 
She comes to work early and leaves late. 
Recently, when the firm opened a branch 
office and needed a manager for it, Miss 
L. wasn’t even considered for the job. 
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“A young slip who was in kindergarten 
‘when I was learning the business was 
chosen,” she said bitterly. “Now, just 
let anyone come around to me with 
Polyanna maxims about working hard to 
get ahead.” 

Miss L. would be aghast if told that 
the fault was entirely hers—that she had 
expended all her energy on merely 15 
percent of the factors for success. 

Success in business depends 15 per- 
cent on knowledge and 85 percent upon 
the possession of favorable personal 
qualities, primarily those concerned with 
dealing with people successfully. That 
statement is the result of years of study 
by many eminent psychologists. Per- 
sonality improvement for women, it 
seems, as well as men, is a never ending 
task, a life process. The farther a woman 
advances in business or the professions, 
the more need she has for increasing her 
effectiveness in dealing with other peo- 
ple. It is not only the mediocre and 
unsuccessful that need to improve their 
personalities; it is a constant struggle 
with every one, hour after hour, day 
after day, and year after year. 

Almost anyone may make himself 
pleasant if he wishes. “The desire of 
pleasing is at least half the art of doing 
it’; and, on the other hand, no one will 
please others who does not desire to do 
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so. To be able to please, moreover, is 
itself a great pleasure. Try it, and you 
will not be disappointed. Be wary and 


keep cool. A cool head is as necessary 
as a warm heart. In any negotiations 


steadiness and coolness are invaluable for 
they will often carry you in safety 
through times of danger and difficulty, 
Money is powerful these days, but 
charm and poise will get you things 
which money cannot buy. These two 
factors are largely an offshoot of the 
desire to help others. They cannot be 
forced nor assumed; nothing is more 
hollow, insincere and instantly detach- 
able than a forced smile or assumed 
courtesy. They must come from the 
heart—from a genuine deep-set regard 
for and desire to make things as pleasant 
for others as it is within your power to 
do, regardless of who they are or their 
standing in life. When this is done 
these two wonderfully valuable traits be- 
gin to show others you are sincere in 
your interest in them, you make them 
feel important, inflate their ego and as 
a result you will be liked; and if people 
like you, you will be a success. Develop 
charm and poise thoroughly and con- 
scientiously; they will do much for you 
and will carry you far. Truly, “one 
profits most who serves best.’ 
729 Shukert Bldg. 





AUTUMN'S TOUCH 


“How strange to hear the north winds blow 
As through the blooming trees they rustle, 
How strange to see the summer go 

And feel Autumn's breath upon us hustle 
Fallen leaves from windblown trees. 


How strange the empty street 

The passing, hurrying, scurrying feet 
That once did linger long, 

No shining moon nor sweet-voiced birds 


That did encourage tender words, 
No more the lover's song. 


How strange the change of season’s four 
That cannot pause to tarry more, 

His moods manifested as yours or mine | 
That invariably change with the fleeting time, 
So strange that I should say—how strange! 


—LILLIAN LIPKIN. 
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THE AMERICAN DENTAL ASSISTANT 


By KATHERINE HASTINGs, President, Ill. State D. A. Assn., Chicago, Ill. 


Presented before the General Meeting of the A.D.A.A., Sept. 9, 1940, 
Cleveland, Ohio. 


Let us put the key in the door of the 
office to the profession which she serves, 
“The Dental Office,” and follow her 


step by step on her career. Her educa- 
tion, it is often said, is limited; it 
should be said unlimited. While we 


still have few cities in which the dental 
schools have instituted a course for the 
dental assistant, still it does not mean 
her education has a boundary line. If 
she has the initiative and wants to serve 
well in her position and to the best of 
her ability, she will avail herself of all 
classes and clinics which are possible for 
her to attend. Also, take all dental 
assisting study courses that her local 
association offers. Study the bookkeep- 
ing system which is being used in her 
office, as we know most men in the den- 
tal profession dislike handling this an- 
gle. The assistant should familiarize 
herself with each vatient’s account and 
be able to answer any questions which 
a patient might ask in a business-like 
manner. It is pleasing to all patients to 
know your office is carried on in good 
routine. As it is your duty to collect all 
accounts, a course in economics is al- 
ways advantageous, preferably one de- 
voted to dental economics. This is the 
cog of the wheel in the dental office 
which seems to jam most easily, and if 
the assistant can handle this work tact- 
fully and efficiently, it goes toward con- 
serving hours of her employer's time; 
also takes this unpleasant task out of his 
hands. 

The assistant’s personality need not be 
vivacious, but simple and pleasing to all 
patients who come under her care. A 
psychologist once said, ‘Personality was 
85 percent of the success of any busi- 
ness. Technical ability and proficiency 
supplied 15 percent.” Beauty and a 
charming smile do not constitute a per- 
sonality. We must develop our own to 
the liking of the patients we serve. 

The word secretary is derived from 


the Latin noun “‘secretum,’’ meaning 2 
secret. Originally a secretary was a con- 
fidant, a person who was entrusted with 
secrets. Much confidential information 
passes through your hands in your office. 
So let’s make it a “don’t” and do not 
carry any office business away from there. 

Let us reach for the telephone and 
say, “Good morning! Dr. Jones’ office.” 
There is nothing in any office more valu- 
able than our telephone if properly used. 
It is a business ‘phone and should be 
used for just that. Do not permit per- 
sonal calls to interrupt your work. Such 
practices are simply stealing time from 
your employer. Always have complete 
information which you desire to relate 
to the patient or any person you are 
asked to telephone. If you use your 
‘phone for notification and collection 
work, have your sentences well formed. 
Let us not be the young lady who noti- 
fies a person thus: “Mrs. Jones, last 
time you was in was when you was in 
in May.” While we might be allowed 
a few grammatical errors, let us not 
abuse the privilege. Rather in notifying 
a patient, say, “Mrs. Jones, you request- 
ed us to ‘phone you in three or six 
months,” whichever the time may be. 
Knowing that Mrs. Jones desires a morn- 
ing appointment and that she likes to 
come in on Tuesday morning at ten 
o'clock. Be definite about all ‘phone 
calls you might have to make, as it 
radiates the professional manner of your 
office. 

It has often been asked where the 
most important place was for the dental 
assistant in the office—at the chair, at 
the desk or in the laboratory. While we 
feel that the two most important places 
is her assistance and ever-ready hand at 
the chair, and that many hours must be 
spent at her desk to carry out her busi- 
ness routine, some offices require more 
time of the assistant in the laboratory. 
While there is a certain amount of rou- 
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tine laboratory work she may carry out 
.very capably, if she devotes too much 
time to technical work, she must slight 
her desk work and also slight the pa- 
tients who are most important for her 
to serve. 

Kindnesses and considerations take 
time but are most impressive to the 
patients that come into your office. So 
let us not expect too many hours to be 
spent in the laboratory, as she should 
be ever ready to help, whether it be to 
hang up Mrs. Brown’s coat, assist the 
doctor at the chair, answer the telephone 
with that pleasing smile in her voice, 
complete that inlay, or develop that full- 
mouth x-ray. I am sure that a girl who 
has devoted many added hours of study 
to this work, which we all love, will 
serve in the capacity where she is need- 
ed, and no task will ever be too menial 
for her to handle. 

Make up your mind to stand by your 
doctor; help him build his practice; 
never let anyone say anything about him 
that might be harmful in your presence. 
‘Take an interest in all patients and do 
the little personal things the doctor does 
not have time for. 

Always appear well-dressed — white 
shoes, white stockings, a well-tailored 
white uniform and cap. Also wear your 
pin on your uniform where it may be 
seen, as many patients are not familiar 
with our Association, and it gives them 
the thought that you are both interested 
and qualified in the position which you 
hold. While your hands and nails can 
be well cared for, they need not be 
painted as if for a ball. Your hair can 
be attractive yet not conspicuously worn, 
as personal appearance always makes a 
lasting impression. Be a good house- 
keeper. Be just as fastidious about the 
care of your office as you are about the 
care of your home. Make sure your 
office is ever ready for guests at any 
time, as each patient is a guest to your 
office. 

The handling of children can be made 
very easy by studying books on child 
psychology or by taking a course in this 
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work. Remember at all times that the 
child patients are your doctor's future 
adult patients, which goes toward build- 
ing a substantial practice. A child usual- 
ly can be handled no matter how difficult 
you may have been told he was.  Find- 
ing out from the beginning what his 
likes and dislikes are and keeping him 
in a happy frame of mind while under 
your doctor's care. If a room is avail- 
able, you can make it very attractive to 
the child patient by adding child pic 
tures, books and nick-nacks which will 
appeal to them and make your office 
more desirable to their small minds. 
Never permit the word “hurt” to be 
used in your dealings with any child 
patient. While it is not absolutely neces- 
sary that a room be devoted only to the 
junior patients, if there are two rooms, 
one can be used mostly for their care. 

Be democratic, regardless of the fee. 
Treat all patients the same. It does not 
behoove anyone, especially an assistant, 
to discriminate among the people who 
frequent their office. Yet there are fine 
distinctions that should be observed for 
the benefit of the doctor's time and ener- 
gy, which are after all the assistant’s first 
consideration. 


LET’S NOT CALL OUR WORK THE 
DAILY GRIND! 
“When you speak of the work you do, 
there’s something to keep in mind. 
No matter how little it pleases you, don't 
call it ‘the daily grind.’ 

Don’t tell of the tasks that you dislike, 
nor grumble at sorry fate. 

There never was work set to our hands 
that we had a right to hate. 

It isn’t the work; it isn’t the hire; nor 
toiling from sun to sun, 

That counts in the eyes of them who see 
— it’s ‘how is the labor done.’ 

As soon as you say it’s a daily grind, 
that moment you hate your work; 
That moment the imp of indolence shows 

you how you well may shirk; 
That moment you lose all your good 
intent; that moment you ought to quit, 
For the work that you do is a friend to 
you while you are a friend to it. 
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And once you have called it a slavish 
task and named it ‘the daily grind’ 

Your work is a snarl that will catch your 
feet and cause you to fall behind. 

When you work, you must finish your 
task; you must finish that task alone; 

And work that is done with a friendly 
hand will change to a stepping stone, 

Will carry you over the barring stream, 
or out of the changing slough, 

And lift you to where you may put your 
hand on the work that you want to do. 

It will help you along to the heights you 
seek, will bring you to your goal. 

But when you declare it’s a “daily 
grind,” it will grind you both heart 
and soul.” 

Lastly, radiate culture. To the truly 
cultured girl most of these points men- 
tioned are already part of her intrinsic 
nature. True culture means the ability 
to meet people from all walks of life 
with poise and assurance, to make them 
comfortable physically, and put them 
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mentally at ease with the least sign of 
effort. Good English, clear diction, a 
low modulated voice, are all attributes 
of the cultured, educated, well-balanced 
personality. The girl who can rise to 
any emergency unflustered, calm, con- 
trolled and unhurried is the cultured, 
adaptive assistant. She never flaunts her 
position, which is one of responsibility 
and considerable prestige. She handles 
the most obnoxious salesmen with poised 
finality, the most neurotic patient with a 
mixture of good humor and concern; she 
can rise to the level of the most influen- 
tial and wealthiest patient or talk in the 
terms of the poorest patient who comes 
into the office. She is the culture which 
makes the assistant an asset in any sur- 
roundings, but especially in the dentist's 
office, where life is so very varied from 
day to day that it demands a good brain, 
a rich background of training, and cul- 
ture to hanaie it deftly to the satisfaction 
of everyone. 

4121 N. Wolcott Ave. 


CONCERNING SALESMEN 


By HELEN B., RICHBERG, Newtonville, Mass. 


Many and varied are the troubles that 
afflict the dental assistant. They range 
all the way from the emergency extrac- 
tion at five o'clock, through the invet- 
erate bill grumbler, to the dust that re- 
settles on the most conspicuous places 
the moment the dust cloth is returned to 
its honored sanctum. But of all their 
afflictions, the greatest is that of sales- 
men. Like birds and hay fever, this 
particular genus is seasonal. Either they 
are peculiarly subject to attacks of cold 
feet or else the north wind has a malign 
effect on their larynxes, for they are 
tarely seen in winter. But let the first 
warm days come and the first song of 
the lawn mower be heard in the land, 
and they appear in swarms. They are, 
unfortunately, neither as welcome as the 
warmth, nor as necessary as the lawn 
mower, 

The most unpleasant and unwelcome 
kind of salesman is the aggressive type. 


He breezes into the office, positive that 
he is the answer to at least one, if not 
all, of a dentist's myriad prayers— 
though his product may be a tog light, 
egg beater, or something equally unre- 
lated to dentistry. When intormed that 
the doctor is busy, instead of leaving 
with the feeble threat to return at an- 
other time, he picks up a magazine, sits 
himself down and says, “I'll wait.’ The 
assistant decides that, being unable to 
employ brute force, the next best thing 
is to pretend to be interested and to 
send him away with vague promises. 
This is a fatal mistake, for he thereupon 
imagines that the signal ‘‘Full steam’ 
has been given, and launches upon his 
sales talk, complete with all appropriate 
gestures. In this condition only a defi- 
nite rude cut will get him out of the 
office. If the doctor should by mis- 
chance put in an appearance, the by this 
(Continued on Page 175) 
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CONCERNING SALESMEN 
(Continued from Page 173) 


time thoroughly unappreciated creature 
immediately transfers his attention to him 
and may, in extreme cases, even follow 
him out of the office—all without slip- 
ping up on a single word of his 
harangue. The assistant does not ques- 
tion how her employer finally gets rid 
of him. At least he is out of the office. 

A more frequently encountered and 
not quite so unwelcome type of salesman 
is the chatty person who just can’t keep 
from talking. Perhaps at one time or 
another you bought something from him 
and this gives him an entry. He in- 
quires for the health of the doctor and 
his family, the well being of the assistant 
and her family, continues at some length 
to describe the weather, and finally em- 
barks on some experience which he has 
encountered on the road. This is all 
vety pleasant and sociable, but one hard- 
ly has time for it in the office. And if 
the assistant does happen to want to buy 
something from him, she would much 
prefer that he get right down to busi- 
ness. However, it does make a break in 
the routine. 

Then there is the telephone salesman. 
He may be the type who just won't give 
the secretary any message and who just 
won't leave his name and number, but 
who insists on speaking to the doctor in 
person. He calls you to the phone again 
and again utnil presumably he becomes 
discouraged. Then perhaps he corners 
the dentist at a lodge meeting or at 
lunch. Another one may call, sounding 
very confidential, sometimes so confiden- 
tial that the assistant thinks him an old 
fiend or another doctor, and summons 
het employer to the phone. Oh, most 


fatal mistake! For it turns out that he 
is very anxious to sell the doctor a house 
or an automobile—in spite of the fact 
that the doctor already has a very satis- 
factory house and an almost new car. 

There is most frequently the disinter- 
ested chap who strolls in, looks around, 
states his business half-heartedly, and 
walks out quite as nonchalantly. This 
fellow will never make a star salesman 
and is probably quite discouraging to his 
employers, but he is a boon to harassed 
dental assistants. He seems to assume 
that you would tell him quickly enough 
if you wanted his product and that since 
you show no enthusiasm there is no use 
wasting words—and that is exactly the 
case. Good salesmanship or not, his 
kind has its redeeming features. 

Very, very rarely there appears a man 
who might truly be called a star sales- 
man. If he sees that the office is busy, 
he departs to await a more opportune 
time. If he gets a chance to show his 
product, he does so with such an easy, 
pleasing manner, minus high pressure 
sales talk, that he creates a genuine de- 
sire for it. The assistant begins to pic- 
ture it in the office, to imagine the occa- 
sions when she or the doctor could use 
it, and to feel a real need for it. If 
she finally decides not to purchase it, 
and this is really a struggle at times, it 
is with a definite sense of regret that she 
sends the salesman away. Few and far 
between are these “star salesmen,’’ but 
for the dental assistant they keep the 
whole class from being completely and 
definitely assigned to the category of 
bores, pests—and worse, 

20 Dexter Road. 





WHAT X-RAY MEANT TO A SIX-YEAR OLD 


One day while I was mounting a set of Full Mouth X-Rays of teeth that had 
humerous fillings in them, a small patient of ours was standing watching me. She 


Was very interested, and said, ‘““What are those, Miss Smith?” 
are what we call X-Rays; they are pictures of somebody’s teeth.” 


I said, ““Why, those 
She looked at 


the X-Rays again and then said, “Gee! Those must be toe teeth; look at all the 


corns on them.” 
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“CONTROLLED CREDIT”’ 

Controlled credit will accomplish two 

main objectives: 

1. Increase your employer's practice. 

2. Reduce the cost of doing a credit 
business. 

The six fundamental principles of a 
controlled credit policy: 
1. Investigate and 
your new patients. 
Explain clearly your terms and es- 

tablish his credit limit. 

Follow up promptly, sending out 
first reminder within 5 days after 
his account has become past due. 

4. Suspend slow plays from further 
credit. 

5. Help delinquents by showing them 
how they can pay, instead of 
threatening them. 

6. Act decisively with those who are 
able to, but are apparently un- 
willing to pay promptly, by using 
collection pressure or legal service. 

STATEMENTS: 

Have a general rule of sending THREE 

statements on each account. 

Circumstances will alter the rule to fit 

different accounts. 
First Statement: 
Amount of account: 


select carefully 


i) 


ww 


QUESTION BOX 
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Ciara E, SMITH, 1101 Medical Arts Building, Nashville, Tenn. 


Our thanks to Lois Martin, Alameda Co., D.A.A., 
California, for her contribution. 


If you do not have an answer or 
acknowledgment that it was re- 
ceived: 
Telephone call: 
“Did you receive your statement, 
did we have the address correct? 
I haven’t heard from you, and so 
forth . ‘ 
Second Statement: 
Amount of account and note: 
“The arrangements that were made 
with me for taking care of your 
account were (terms). If this is 
not entirely in accord with your 
understanding, please notify me.” 
Third Statement: 
Amount of account and Payment Past 
due note: 
“The auditor was in checking my 


records. He asks that you get in 
touch with me regarding your 
account.” 


Telephone call that is quite successful: 
“Mrs. Smith, this is Mrs. Martin 
in Dr. Jones’ office. The auditor 
will be in on the 15th to check my 
records. In view of the fact that 
I haven't heard from you sinc 
March, I did not know just what 
to tell him that you intend doing 
about your account.” L. M. 





TIPS FROM HERE AND THERE 


If it is necessary for a patient ‘to carry 
a wet x-ray film from your office, it can 
be done successfully by placing the wet 
film between two pieces of soaking wet 
absorbent cotton completely covering the 


wet film. HELEN H. FITTING, 


Philadelphia Assn. D. A. 


Engine belts will last longer if the 


tension is lessened over night by shorten- 
ing the arm of the engine. 
LUCILE BLACK, 
Alabama D. A. A. 
This feature of our Journal is made 
interesting and helpful by the varied 
contributions of the ADAA membership. 
You, too, can help. Will you? 
Cc. BE. & 
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TALKING IT OVER 


(This department is under the jurisdiction of Edna M. Justice, 
631 Jenkins Building, Pittsburgh, Pa.) 

Two great events in one month: This year, girls, September 9th to the 12th 
gave us our sixteenth Annual Meeting in Cleveland, Ohio, and our Founders Birth- 
day Party, September 25th. I think the ninth month of 1940 was certainly good to 
the A. D. A. A., don’t you? And to the members of our Association who were 
unable to attend the Convention, I hope you all got together with members of your 
local groups for this Annual Birthday Party and at the same time discussed the 
inany points of interest which took place in Cleveland. Each year the meetings 
get more interesting; there is never a dull moment; and, though you get fine reports 
brought back to you, it is impossible for you to picture in your mind’s eye the 
greatness of our organization which you obtain by attending in person. This year 
I had several girls say to me, “This is my first Annual Meeting and is the most 
wonderful event of my life.’” Let us start NOW to plan for Houston, Texas, in 
1941. If we get a nickel bank and put away five cents each day, every day till 
next Convention t'me, we will have a part of our expense money saved and this 
can be done by giving up some little thing that may harm our digestion in the 
future; but, better than that, it would gladden your heart and help your under- 
standing toward your profession 100 per cent. Let us start now to plan to have 1941 
the biggest and best ever. The immense effort that all committees put forth in 
making p'ars for our Annual Meeting, show not only their efficiency as dentai 
assistants, but from: program to hostesses there was no flaw to be found, which 
brings us back to the other great event of September: Mrs. Southard’s birthday. 
Our love for her makes it possible to be loyal to the profession to which we give 
our service. 

There will doubtless be a large number of our dentists called to serve our 
country within the next few months, which we all know will mean that some of 
our members may have to make changes also. We hope and pray that this will not 
hennen, but, if it should, we must certainly give these assistants all the help pos- 
sible. So be alert, as we MUST keep our ranks up through these destructive times 
and co our bit by being good humanitarians. It seems to me that this is the time 
we should all remember, and repeat again and again: “I pledge allegiance to the 
Flag of the United States of America and to che Republic for which it stands; one 
Nation indivisible with Liberty and Justice for all.” 

MarGcaret W. Hummer, 3d Dist. Trustee. 





THE CHRISTMAS TREE 


“Good friends, before you brought me here, Good hea:th-mates, see! My arms are wide, 
I stood upon a cragland sheer, Mv fingers jeweled. Though I have died, 

I scanned new summits year by year I bring you from a mountainside 

With rising hemlock, searching pine Storm’s song, snow’s glitter, rain’s perfume 
At timber line. To this glad room. 


Beneath their branches, seasons’ gifts 
Still pile. Old winter heaps his drifts, 
The squirrel his stores; the aster lifts 
Her face at spring, the lily knells 

Her voiceless bells. 


And though it shall not fall to me 

To make a giant forest tree 

Of highlands clean and brave and free, 
Dear Yule friends, let this silver fir 

Be messenger.” 

I, too, have felt the tempest blow, 

Have filled these arms with ice and snow, NEILL C. WILSON. 
Have watched the eagle come and go, -—Copies from “Homes of the West,” 
The sunset cloud, the night afar, , 


The morning star. December, 1937. 
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NOVEMBER-DECEMBER, 1940 


EDITORIAL DEPARTMENT 


* 


The following is from “The Hand Clasp,” by our beloved friend and Honorary 
Member, Dr. Charles Nelson Johnson, called to his Eternal Rest, July 7, 1938. More 
of his writings will follow. —(Editor.) 


THE MISTLETOE AND HOLLY 


I am sorry for the man or woman who ever gets too old to enter into the spirit 
of the blessed Yuletide season, or who sees nothing beautiful in the sentiment which 
yearly springs up in the hearts of people to bind them closer in a common sympathy. 
There is something about the Christmas time which appeals to the finer senses of 
humanity and makes it forget for a moment the sordid side of life and the other- 
while unconquerable greed of gain. And when this sentiment is summed up it will 
be found that aside from religious convictions, it revolves for the most part around 
two ideas—the idea of home and the idea of childhood. And what is better than 
these two ideas? Home is the most sacred place on earth, and childhood is the 
sweetest and purest thing in existence. 

At Christmas time there is the universal home-coming on the part of the loved 
ones scattered here and there by the exigencies of modern life, and to gather once 
again around the old fireside and see reflected in the light of the glowing embers 
from the ancient Yule-log the faces of those best beloved, is the sweetest sight this 
side the pearly gates. 

And the children—who among us is not made better by the radiant faces of 
the blessed little tots as they hug close the burnished toys and chatter so confidently 
of their patron saint, the dear, immortal Kriss Kringle? And who can escape the 
contagion of their happiness? Pity the man who is proof against this sort of infec- 
tion, and who can look unmoved upon such a scene as this. Let us get together 
at this time of the year, and let us cherish more and more the beautiful sentiment 
typified by the event. Let us try, if we may, to divorce Christmas from the modern 
idea of a scramble for presents, and let us exchange love for love, and charity for 
charity, instead of bartering so fervently in material commodities on this especial 
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occasion. Let us go back to the sentiment of home and childhood, and renew the 
memories of other days when life was less complex and not so careworn as it is 
today. Let us be simple in our tastes and happy in their fulfillment. 


CHARLES NELSON JOHNSON. 


A LETTER 


Dear Co-Members: I wish there was some way that I might express to each 
one of you the deep appreciation in my heart for the many wonderful cards, wires, 
letters, remembrances, etc., etc., that have come to me from you for my birthday. 
Entirely due to all of you, 1 HAD A VERY HAPPY birthday, the memory of which 
will linger long with me when the days are a bit drab and the road a bit rough, 
for there is nothing that compares with true friends, and I thank God that I have 
many of these among the members of the American Dental Assistants Association, 
a blessing never to be lost sight of, no matter what else betides. I only wish I 
might write each of you a personal note of thanks, but since that is physically im- 
possible, please let me say them in this way. Wishing you every success, good 
health and happiness in all you undertake, I am most sincerely, 


JULIETTE A. SOUTHARD. 


THANKSGIVING AND CHRISTMAS 


Again with this issue we will, in their respective months, celebrate two very 
important holidays—Thanksgiving and Christmas. Two holidays that are very close 
to our hearts in this wonderful country of ours, and which we should greet and 
celebrate with more than ordinary welcome because of the liberty we enjoy in “the 
pursuit of happiness’; which, alas, is not the good fortune of many of the peoples 
of the world at this time. We have many reasons to be THANKFUL for the many 
privileges and blessings we enjoy, so with the poet let us say: “God, you have 
given me beauty in flowers, in shrubs, in trees; In music of running waters, in 
brawlings of honeybees. And so, as I turn the furrow or labor with scythe and hoe, 
In silence I am adoring the glory the angels know. And thus, in my humble toiling 
from dawn till the shadows start, I silently lift to heaven the gift of a THANKFUL 
HEART.” We hope our readers will have a happy Thanksgiving, and this too is 
our hope for ALL our friends. 

At Yuletide, our hearts are filled with love, kindness, generosity, tolerance, 
helpfulness, and hope. This season brings to us all of the impulses of our better 
selves, and we want to do things for folks in greater measure than at any other time. 
We want to share all that we have; we feel kindly towards all whom we know, 
and we want to help those who are less fortunate than ourselves in as great a 
measure as possible. How wonderful that all these fine impulses permeate our 
beings at this time of the year when ‘‘Peace on earth, good will to men” becomes 
the guiding light of this civilized world of ours. This year we will earnestly pray 
that these impulses may again be restored in those places on this earth, where they 
seem to have been lost or mislaid, and that truly “peace on earth” will be restored. 
Hope is the “spring eternal” that bedews the flowers of our imagination and desires. 
Without hope our lives would indeed be drab and monotonous. Our hope this 
Christmastide is for all the world, and for you, that joy, cheer and happiness may 
be yours in fullest measure. This is our wish for our members, readers, adver- 
tisers, and friends. 


J. A.S. 
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AMERICAN DENTAL ASSISTANTS ASSOCIATION 


1940 CONVENTION TROPHY WINNERS 


Convention Attendance Trophy to Northern California D. A. A., whose members 
traveled 13,005 miles to convention. Honorable Mention, Los Angeles D. A. A., 
for 12,835 miles; Massachusetts D. A. A., for 8,827 miles. 

Largest Percentage of Increase in Membership: First Trophy to Los Angeles D. A. A., 
with 108% increase. Second Trophy to South Carolina D, A. A., with 88% 
increase. Honorable Mention, Philadelphia Assn. of D. A., 669% increase; 
Illinois State D. A. A., with 54% increase. 

Cooperation Trophy: First Trophy to Alabama D. A. A. Second Trophy to Massa- 
chusetts D. A. A. Honorable Mention Blue Ribbon to Ohio State D. A. A. 

Outside Subscriptions to Journal Trophy to Alabama D. A. A. 

Achievement Trophy to Ethel Mays Whitenton, President, A. D. A. A. 

Angelo Chiavaro, D, D. S., Loyalty Trophy to Adelia G. Digel, associated with 
Dr. K. M. Hodge, 309 McClymonds Bldg., Massilon, Ohio, for 26 years, 
8 months, 9 days. 

Best Clinic Trophy: J. A. S. Silver Cup to Massachusetts D. A. A., for ““The Dental 
Assistant as a Receptionist.’" Second Silver Cup to Los Angeles D. A. A., for 
“Preparation and Care of Gold Foil Pellets and Cylinders.’ First Honorable 
Mention Blue Ribbon to Ohio State D. A. A., for “Laboratory Inlay Technic 
by the D. A.”” Second Honorable Mention Blue Ribbon to Los Angeles D. A. A., 
for ‘Patient Production.” 

Best Poster Trophy: Henry Fowler, D.D.S., Trophy to Minnesota D. H. and A. A., 
for “Sing a Song of Service.’ First Honorable Mention Blue Ribbon to Ala- 
bama D. A. A., for “The Shock Absorber.” Second Honorable Mention Blue 
Ribbon to Iowa State D. A. A., for “Build the Future by Cooperation.” 

Prize for Selling Largest Number of A. D. A. A. Pins: A Silver Tray donated by 
Spies Bros., to Dorothy Smart, Roseville, Calif., who sold more than 60 pins. 

Prize to Trustee with Largest Increase of Membership in District to Mae de Moss, 
8th District; a Silver Tray presented by President Ethel Whitenton. 


LIST OF MEMBERS SUBMITTING CERTIFICATES OF SERVICE FOR 
“LOYALTY CUP" 


Adelia G. Digel, with Dr. K. M. Hoge, Massilon, Ohio, for 26 years, 8 mos., 9 days. 
Winner of the 1940 award. 
Lena Devron, with Dr. C. P. Kelleher, New Orleans, La., for 26 years, 2 mos., 9 days. 
Fredericka E. Lang, with Dr. W. A. Zeter, Cincinnati, Ohio, for 21 years, 5 mos., 
23 days. 
Alice Dail Repati, with Dr. J. V. Gentilly, Cleveland, Ohio, for 20 years, 8 mos. 
Blowden M. Williams, with Dr. H. M. Covert, Oil City, Pa., for 19 years, 8 mos., 
9 days. 
Emma Beil, with Dr. W. B. Stone, St. Paul, Minn., for 19 years, 5 mos., 9 days. 
Abbie Pryor, with Dr. D. S. Massey, Birmingham, Ala., for 16 years, 4 mos., 18 days. 
Linnie Spence, with Dr. R. E. Baldwin, Memphis, Tenn., for 16 years 3 mos. 10 days. 
Lucile Miller, with Dr. J. C. Curtis, St. Joseph, Mo., for 13 years, 3 weeks, 2 days. 
Alice Montgomery, with Dr. R. E. Stonehill, Canton, Ohio, for 11 years, 10 mos. 
Doris L. Smith, with Drs. Cain & Cain, Canton, Ohio, for 11 years, 2 mos., 16 days. 
Due to the fact that she had not been a member of the A. D. A. A.. for two 
years, oné of the requirements for winning the trophy, Miss Ella Hyde, with Dr. 
J. V. Conzett, Dubuque, Iowa, for 48 years in July, 1940, could not be awarded 
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the trophy. However, mention was made of her loyal service for so many years 
to one employer, and congratulations and best wishes were expressed for Dr. Conzett 
and Miss Hyde. This is indeed an achievement, and one to be proud of. 


JULIETTE A. SOUTHARD, Chm., in Charge of Certificates. 


ERRATA 


In the March-April issue of THE DENTAL ASSISTANT, page 46, an error was 
made in the third name from bottom of list. Instead of Miss Florence Kitch, the 
name should be Miss Clara Reinlein, with Dr. B. Abell, Toledo, Ohio, for 13 years, 
4 mos., 11 days. We regret this error, which was brought to our attention at the 
Cleveland meeting by Clara Reinlein. 


SECRETARY'S CORNER 


By AILEEN M. FERGUSON, Gen. Sec’y., 709 Centre St., Jamaica Plain, Mass. 
HONOR ROLL 


Alabama Dental Assistants Association 
Massachusetts Dental Assistants Association 
Ohio State Dental Assistants Association 


SECRETARIES: A. D. A. A. dues for active members have been raised to two 
dollars per capita; associate members (dental assistants who have previously been 
members of the A. D. A. A. and who are no longer actively engaged in the calling 
of Dental Assistant), two dollars; independent members, three dollars; other asso- 
ciate members (members of the dental and medical profession, etc.), three dollars. 
If you are sending out statements soon, please make note of these changes. 

We extend a warm welcome to a new associate member: Tomye Turner, asso- 
ciated with Dr. Harvey W. Reid, 195 Yonge St., Toronto, Ontario, Canada, and 
to our independent members: Frances Zebraski, associated with Dr. Louis Landay, 
406 Idaho St., Farrell, Pa., and Louise Weiblen, associated with Dr. D. S. Sterrett, 
549 W. 8th St., Erie, Pa. 

The following societies have had changes of officers: 

KANAWHA VALLEY D. A. SOC. (W. Va.)—President, Blanche Hambrick, 
901 Kanawha Bank & Trust Bldg.; Secretary, Barbara Sheeran, 330 Medical Arts 
Bldg., Charleston. 

SAN DIEGO COUNTY D. A. SOC. (Calif.).—Secretary, Helen Goodspeed, 
812 Bank of America Bldg. 

TOPEKA D. A. SOC. (Kans.).—Secretary, Lulu Eaton, 624 Mills Bldg. 

MASSACHUSETTS D. A. A.—Secretary, Hazel L. Provan, 409 Marlborough 
St., Boston. 

WORCESTER DISTRICT D. A. A. (Mass.)—Secretary, Irene Tronic, 619 
Park Bldg. 

Secretary: Change of Address: 

TRI-COUNTY D. A. A.—Sarah Solomon, 218 First National Bank Bldg., 
Pomona, Calif. 

TEXAS STATE D. A. A., Change of Address.—President, Steve Mills, 2606 
Oak Lawn Ave., Dallas, Texas. 
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The following recommendations were voted on and passed by the 1940 House 
' of Delegates at Cleveland, Ohio, Sept. 9 12, 1940: 


THAT the American Dental Assistants Association sponsor a Testimonial Din- 
ner for Juliette A. Southard, Founder, to be held at a suitable time and place, before 
the conclusion of the 1941 Annual Meeting. 


THAT the present Juliette A. Southard Birthday Party Committee be permitted 
to function until after the 1940 celebration. 

THAT a Membership Drive be again attempted in 1941. 

THAT the A. D. A. A. dues be raised to TWO DOLLARS per year. 

THAT a committee of three be appointed by the President to compile a Hand 
Book for State Secretaries. 

THAT the State Society Officers’ Conference be made an annual event and 
be part of the Official Program, with the General Secretary as Chairman of that 
particular section. 

THAT the A. D. A. A. adopt a token for Trustees to be attached to our 
A. D. A. A. pins and presented to each retiring Trustee by the A. D. A. A., and 
also to all past Trustees who are active members of the A. D. A. A.; this token 
to be a part of our emblem, and that Spies Bros. be given the authority to go ahead 
and copy that part of our emblem. 

THAT the Third Vice-President be authorized by the Board of Trustees to 
obtain from the current officers of all constituent and component groups the names 
and addresses of all former members of the A. D. A. A. who are now actively em- 
ployed and still wearing the A. D. A. A. pin who refuse to pay A. D. A. A. dues, 
in order that she may contact them and offer to buy back the pin for the A. D. A. A.; 
and that in the future members purchasing our pin must sign a release stating that 
in the event they cease to be members of the A. D. A. A. because of non-payment 
of dues, they will automatically release the pin at the original price. The “‘release 
blanks” to be furnished and filed by the A. D. A. A. 

THAT the delegates take the suggestion back to all respective groups that all 
extension work in the A. D. A. A. is under the supervision and control of the 
District Trustee; and that the Board of Trustees hope that in the future all matters 
pertaining to organization of any group will be referred to the Trustee of that 
district. 

THAT the House of Delegates recognize and approve the course of training 
for dental assistants at Cleveland College, Western Reserve University, Cleveland, 
Ohio, as this course conforms to the standard requirements of the A. D. A. A. since 
it is under the direct sponsorship of the Cleveland Dental Society. 

THAT the local societies continue to petition the Deans, also to interest the 
Dental Profession and the Dental Societies, and to utilize every opportunity to 
further the plan for a course of training in recognized Dental Colleges. 

THAT dental assisting be termed a “‘profession” by the members of this call- 
ing, rather than a vocation. 

THAT more local societies send reports of their study classes to the A. D. A. A. 
Education Committee. 

THAT all A. D. A. A. affiliated groups continue to discourage commercial 
training for dental assistants. 

THAT we revamp our curricula outlines so as to conform with the material 
that seems to be wanted and is thought more serviceable. 

THAT Lucile S. Hodge be elected as Honorary Secretary of the A. D. A. A, 
and that this carry the privilege of attending the Board of Trustees’ sessions without 
the right of vote. 

THAT the A. D. A. A. hold a five-day meeting in 1941, 
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STANDING COMMITTEES—1940-41 
JUDICIAL COUNCIL 


ery ree AN CRM. co res pedis exec 6200 Columbia Ave., St. Louis, Mo. 
Oe SP rere rer Tree eT 12 Broad St., Red Bank, N. J. 
Mis ns beser pan eee een 163 Cabot St., Beverly, Mass. 
err rr ee 344 14th St., San Francisco, Calif. 
a errr rey rrr rere rere 724 Rose Bldg., Cleveland, Ohio 
Aileen Ferguson, Secretary, Ex-Officio........ 709 Centre St., Jamaica Plain, Mass. 
EDUCATION COMMITTEE 
Beulah Chaloupka, ’41, Chm................ 2912 Jackson Drive, Lincoln, Nebr. 
Sophye Mendelson, '41................6. 1212 Bankers Bldg., Milwaukee, Wisc. 
EE son W ihe GAs as abe ewes 713 Medical Arts Bldg., Portland, Ore. 
ee: See eee ers 1726 Eye St., N. W., Washington, D. C. 
mmelia RODiNSON, °42,... <0 cc cece nes cee 910 Medical Arts Bldg., Atlanta, Ga. 
LEGISLATION COMMITTEE 
a ee Serer 10465 Carnegie Ave., Cleveland, Ohio 
Gerry Eddington, ’41............ 1210 Bank of America Bldg., San Diego, Calif. 
ee GMM, “S20... cceewewens Alton Bk. & Trust Co. Bldg., Alton, Ill. 
Memenesn Booey, "42... ee cee nes 1229 Maison Blanche Bldg., New Orleans, La. 
Bg ee eee TT eee 404 Davidson Bldg., Sioux City, Iowa 
TRANSPORTATION COMMITTEE 
1941 
RE Oa OL nr re 1322 Hanna Bldg., Cleveland, Ohio 
ETT TT ee 164 Sunset Blvd., Hayward, Calif. 
SNS 6s e0 vi ccartocnenaues 712 General Ins. Bldg., Seattle, Wash. 
BCR EEIROIG, 5. 5: <. 6 sal. cc kiers inne Wed eee. 337 Lincoln Road, Miami Beach, Fla. 
RS A ere a meres t 898 S. Smith Ave., St. Paul, Minn. 


CLINICS AND EXHIBITS 


Margaret C. Sharp, 41, Chm............... Peoples Trust Bldg., Jasonville, Ind. 
mmmenat Gorrioas, “41, Secy. .......cecccssvcces Brazil Trust Bldg., Brazil, Ind. 
—  APETET eT eeR Lee TOC Te 707 S. Park St., Madison, Wisc. 
OT ee: °c ree 1024 Rose Bldg., Cleveland, Ohio 
TE a: eee rrerrerrr yr Tey Doctors Bldg., Knoxville, Tenn. 
Se eee ree rere 3200 W. 6th St., Los Angeles, Calif. 


SPECIAL COMMITTEES—1940-41 
THE JULIETTE A. SOUTHARD SCHOLARSHIP FUND 


re Cn. i Ge. cise book eeaneenn 810 Candler Bldg., Atlanta, Ga. 

rs Mec. a eeebes ed ea 1246 Washington, Lincoln, Nebr. 

Helene F. Meyers, Ex-Officio......... 1010 Union Central Bldg., Cincinnati, Ohio 
THE DENTAL ASSISTANT PUBLICATION COMMITTEE 

Juliette A. Southard, Editor................ 222 Sidonia Ave., Coral Gables, Fla. 

Helen H. Fitting, Business Mgr...........-. 5528 Wayne Ave., Germantown, Pa. 

Mabel A. Burr, Subscription Mgr........... 1109 Third Ave., Spring Lake, N. J. 


Lucile Black, Advertising Mgr.............+: 914 Watts Bldg., Birmingham, Ala. 
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CURRICULA (Appointed by President) 


Juliette A. Southard, Chm.................. 222 Sidonia Ave., Coral Gables, Fla. 
ee the eg UOT TET CTE 1081/4, E. Center St., Warsaw, Ind. 
UE MIA oy v's 5 «Kd reese evs wsauios 1004 Sharp Bldg., Lincoln, Nebr. 
BUDGET COMMITTEE 
Beulah Nowell, Chm..............6.0.05 358 Commonwealth Ave., Boston, Mass, 
Ethel Whitenton, Ex-Officio............... 908 Exchange Bldg., Memphis, Tenn, 
IN 0's GS CRANLK CARR ae Soe bE 10465 Carnegie Ave., Cleveland, Ohio 
Airna Chamberlin. ... 6.665.006 906 Bank of America Bldg., San Diego, Calif, 
JULIETTE A. SOUTHARD TRUST FUND COMMITTEE (By Board) 
Biebel A. yon, Chm... .......5..5. 708 W. P. Story Bldg., Los Angeles, Calif, 
i ae er 5528 Wayne Ave., Germantown, Pa, 
ee EEC T Terre Te 1008 American Bank Bldg., New Orleans, La. 
PAST PRESIDENT COUNCIL 
Juliette A. Southard, Chm..................222 Sidonia Ave., Coral Gables, Fla. 
OE TU SN, BOC Fs oa ns ses opens scons 810 Candler Bldg., Atlanta, Ga. 
IN ini ksi wigin gs oe aa Michigan Dept. of Health, Lansing, Michigan 
a | Re ee eee re 5528 Wayne Ave., Germantown, Pa. 
Louise Dismukes (Non-member) ....... 1431 41st St., Belview, Birmingham, Ala. 
8 ee re 708 W. P. Story Bldg., Los Angeles, Calif. 
Ethel M. Whitenton..... 6... 66.0608. .eeon 906 Exchange Bldg., Memphis, Tenn. 


NOTICES 


The Seventy-seventh Annual Mid-Winter Meeting of the Chicago Dental 
Society will be held at the Stevens Hotel, February 17-18-19-20, 1941. Several 
innovations are being planned that will make this a most interesting meeting. Every 
member of the American Dental Association is cordially invited to attend. 


Leo W. KREMER, Secty. 


We are asked to announce that the book “Dental Caries,” published by the 
Research Commission of the A. D. A., will in future be distributed from the Central 
Office of the A. D. A., 212 East Superior St., Chicago, Ill. $1.00 per copy. Check 
or Money Order must accompany all orders for same. 

DANIEL F, LyNcH, Chm. 





A TOAST TO THE FLAG 





“Here’s to the red of it 
There’s not a thread of it 
No, nor a shred of it 

In all the spread of it 
From foot to head, 

But heroes bled for it 
Faced steel and lead for it 
Precious blood shed for it, 
Bathing it red. 


Here's to the white of it 
Thrilled by the sight of it 
-Who knows the right of it 
But feels the might of it 


Through day and night, 
Womanhood’s care for it 
Made manhood dare for it 
Purity’s prayer for it 
Keeps it so white. 


Here’s to the blue of it 
Heavenly view of it 
Star-spangled hue of it 
Honesty’s due of it 
Constant and true, 

Here's to the whole of it 


Stars, stripes, and pole of it, 


Red, White, and Blue.” 
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CALENDAR OF MEETINGS 


ELEANOR I. MARCOU, 2941 West Six Mile Road, Detroit, Michigan 
(PLEASE send all data to me for the January-February, 1941, issue BY THE 5TH 
OF DECEMBER, 1940, as we desire to go in the mail on January Ist, 1941. 
THANKS. REMEMBER that ALL items MUST BE for 

January and February meetings.) 


ALABAMA 

Birmingham D. A. A. 

Meeting, Nov. 6, 1940, 5:45 P. M. Place, 
Britling No. 1. Speaker, Mr. J. L. 
Shores. Subject, ‘“The Assistants’ 
Part in the Red Cross Program.” 


Meeting, Nov. 20, 1940, 5:45 P. M. Place, 
Britling No. 1. Speaker, Miss Ev- 
elyn Walker. Subject, ‘Euphonic 
Speech.”’ 

Meeting, Dec. 4, 1940, 5:45 P. M. Place, 
Britling No. 1. Subject, “Parlia- 


mentary Drill.” 

Meeting, Dec. 18, 1940. Christmas Party. 
Time and place to be announced. 

Montgomery D. A. A. 

Meeting, Nov. 8, 1940, 5:45 P. M. 
Gay-Teague Hotel. 
Dennis Hugh Carr. 

Meeting, Dec. 12, 1940, 5:45 P. M. 
Gay-Teague Hotel. 
Dennis Hugh Carr. 
—Abbie Pryor, 916 Med. Arts Bldg., 
Birmingham. 

CALIFORNIA 

Oakland D. A. A. 

Meeting, Nov. 4, 1940, 6:30 P. M. Place, 
Women’s City Club. Program, Clin- 
ic Night. Guests of Honor: Dr. 
Robert Thayer and Dr. Wilfred Rob- 
inson. Report of Nominating Com- 
mittee. 

Meeting, Dec. 2, 1940, 6:30 P. M. Place. 
Women’s City Club. Program, Christ- 
mas Party, Election of Officers, and 
Report of Dance given Nov. 9, 1940. 
—Evelyn Stritzky, 1539 Eighth St., 
Almeda. 

DISTRICT OF COLUMBIA 

District of Columbia D. A. A. 

Study Club, Nov. 4, 1940. 
James J. Greeves. 

Meeting, Nov. 14, 1940. 
Moving Picture. 

Study Club, Dec. 2, 1940. Speaker, Dr. Har- 
old W. Krogh. Subject, ‘Duties of 
the Assistant in Oral Surgery.” 

Party, Dec. 19, 1940. Christmas “White Ele- 
phant” Party. Election of officers. 
—Margaret Neale, 1726 Eye St., 
N. W., Washington, D. C. 

FLORIDA 

Florida State D. A. A. 

Meeting, Nov. 11-12,13, 1940. Place, Hotel 
Suwannee, St. Petersburg. Program, 


Place, 
Speaker, Dr. 


Place, 
Speaker, Dr. 


Speaker, Dr. 


Program, Travel 


Nov. 11: 9 A. M., Registration; 10 
A. M., Business Meeting; 1 P. M., 
Luncheon, complimented to the dent- 
ist employers of the members; 2:30 
P. M., General Meeting with speak- 
ers and President’s Address. Nov. 
12: 9 A. M., D. A. Demonstration 
Clinics by members, and Competitive 
Papers; 2 P. M., Special Session. 
Speakers, Members of the Dental 
Profession and a Skit, “The Recep- 
tionist,” by members; 7:30 P. M., 
Annual Banquet and Presentation of 
Trophies. Nov. 13: 9:30 A. M,, 
Business Meeting with Nomination, 
Election and Installation of Officers, 
Appointment of Standing Commit- 
tees, etc. 

—Louise Dyerle, Program Chm., 713 
DuPont Bldg., Miami. 

Miami Dist. D. A. Assn. 

Meeting, Nov. 4, 1940, 8 P. M. Place, Con 
ference Room, Olympia Bldg. Pro- 
gram, Round Table Discussion of 
the State Meeting; Nominations for 
Officers to be elected in December. 

Meeting, Dec. 2, 1940, 8 P. M. Place, Con- 
ference Room, Olympia Bldg. Pro- 
gram, Clinic by Janet Cuerier; Elec- 
tion and Installation of Officers; 
Plans for Christmas Donations and 
Baskets. 

—Evelyn Mac Vay, 
Circle, Coral Gables. 
GEORGIA 
Fifth Dist. Soc. of Dental Nurses & 
Assistants 


138 Alhambra 


Meeting, Nov. 12, 1940, 6:30 P. M. Place, 
Atlanta Athletic Club. Birthday 
Banquet and Frolic. 

Meeting, Dec. 10, 1940, 6:30 P. M. Place, 


5th Dist. Club Room, 304 Candler 
Bldg. Annual Meeting, Election and 
Installation of Officers for 1941. 
—Katie McConnell, 42714 Moreland 
Ave., N. E., Atlanta, Ga. 


ILLINOIS 

Chicago D. A. A. 

Class and Clinic, Nov. 11, 12, 15, 1940, 8 P. 
M. Place, S. S. White Co., 55 E. 
Washington St. Subject, ‘“X Ray.” 
Clinician, Mr. Burke, of G. E. Co. 
Nov. 18, 25, 1940, 8 P. M. Place, 
Ney’s Lab., 55 E. Washington St. 
Subject, “Removable Bridges’ and 
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“Survey System,” by Mr. Hall. 

Meeting, Nov. 14, 1940, 8 P. M. Place, 
Stevens Hotel. Business Meeting. 

Meeting, Nov. 24, 1940, 3 to 5 P. M., Chi- 
cago D. A. A. Tea and disposal of 
Nesco Roaster. Place, Stevens Ho- 
tel. 

Meeting, Dec. 19, 1940. Santa Claus and 
Christmas Bag Party. 

—Dolores Dolan, 1002 Wilson Ave. 

MASSACHUSETTS 
Worcester Dist. D. A. A. 

Meeting, Nov. 18, 1940. Place to be an- 
nounced. 7:30 P. M. Speaker, Dr. 
T. P. Massell. Subject, “Plastic 
Operation of the Face.” Moving 
Picture. 

Dec. 4, 1940. Place to be an- 
nounced. Visitation of State officers. 
Party, Christmas Party. Place to be announced. 

—Hazel E. Riley, 311 Main Street, 
Worcester. 

MICHIGAN 

Detroit D. A. A. 

Meeting, Nov. 5, 1940, 7:30 P. M. 
Book Cadillac Hotel. 
Carleton Fox. 
Cancer.” 

Meeting, Nov. 19, 1940, 7:30 P. M. 
Book Cadillac Hotel. 
Sam Lewis. Subject, “‘Orthodontia.” 

Meeting, Dec. 3, 1940, 7:30 P. M._ Place, 
Book Cadillac Hotel. Election of 
Offices, Annual Reports. 

Christmas Party, Dec. 17, 1940. 
—Eleanor Marcou, 2941 West Six 
Mile Rd., Detroit. 

NEBRASKA 

Lincoln D. A. A. 


Meeting, 


Place, 
Speaker, Dr. 
Subject, ‘Movies on 


Place, 
Speaker, Dr. 


Meeting, Nov. 4, 1940, 7:30 P. M. Place, 
Y. W. C. A. Program, Business 
Meeting. 

Omaha D. A. A. 

Meeting, Nov. 12, 1940, 7:30 P. M. Place, 


Paxton Hotel. 
nounced. 
—Marion E. Lauritsen, 
ical Arts, Omaha. 
NEW YORK 
Second Dist. D. A. Study Club 
Study Class, Nov. 1, 1940, 8:30 P. M. Essay- 
ist, Dr. Leo Sherman. Subject, 
“Movies and Lecture on Extractions 
for Children, with Ethyl Chloride.” 
Study Class, Nov. 15, 1940, 8:30 P. M. Place, 
Jelenko Gold Co., 136 W. 52nd St., 
N .Y. City. Subject, ““How Gold Is 
Made for Casting.’ Instructive tour 
of premises. 


Program to be an- 


1330 Med- 





Jane Lux, 769 St. Marks Ave., 
Brooklyn, N. Y. 
OHIO 
Ohio State D. A. Assn. 
First Annual Meeting, Nov. 25-26-27, 1940. 
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Hotel Gibson, Cincinnati. Program, 
Nov. 24, 1940: 11 A. M., Meeting 
of Executive Board; Afternoon, In. 
formal Reception in Official Suite; 
6:30 P. M., Buffet Supper, Hostess 
Hall. Nov. 25: 9 A. M., Parlia. 
mentary Practice Discussion; 2 P. 
General Meeting, Hotel Netherland. 
Plaza, Presenting Speakers and Hon. 
ored Guests. Nov. 26: 9 A. M, 
First Meeting of House of Dele. 
gates; 2 P. M., Tour through Mer 
rill Chemical Co.’s Plant. Nov. 27: 
9 A. M., Second Meeting of House 
of Delegates, Nomination and Elec. 
tion of Officers; 12 Noon, First An- 
nual Luncheon; 2 P. M., Competi- 
tive Clinics, held in connection with 
those of the Ohio State Dental Soc, 
and presented by members of com. 
ponent societies. 
—Mary Romer, Program Chm., 1021 
Union Central Bldg., Cincinnati. 

Akron D. A. A. 

Meeting, Nov. 5, 1940. Dinner at 6:30. 
Place, Gene’s Restaurant. Speakers, 
Drs. A. S. Butler and H. W. Butler. 


Meeting, Dec. 3, 1940. Christmas Party, 
Handkerchief Exchange. Time and 
place to be announced. 
—Mernabelle Miller, 100 Third St, 
Barburton. 

OREGON 


Lane County D. A. A. 

Meeting, Nov. 25, 1940. Place, Office of Dr. 
J. E. Richmond, 258 E. Broadway. 
Program, ‘What the Assistant Should 
Know About Orthodontia,” by Dr. 
J. E. Richmond. Clinic, Orthodontia 
Models—Ada Jacoby. 

Meeting, Dec. 23, 1940. Place, Home of 
Hazel Radabaugh, 482 W. 11th Ave. 
Program, Christmas Party, Questions 
and Answers. 
—Claire Reed, 709 
Eugene. 


PENNSYLVANIA 

Philadelphia Assn. of D. A. 

Meeting, Nov. 19, 1940. Place, St. James 
Hotel. Program to be announced. 

Meeting, Dec. 17, 1940. Place, St. James 
Hotel. Program to be announced. 
—Margaret B. Arbogast, Chew & 
Chelten Ave. 

RHODE ISLAND 

Rhode Island D. A. A. 

Meeting, Nov. 6, 1940, 7:30 P. M. Place, 
Y. W.C. A. Speaker, Dr. Norman 
Fortier, Advisor. Subject to be at 


Miner Bldg, 


nounced. 
Meeting, Dec. 4, 1940, 7:30 P. M. Place, 
Y. W. C. A. Program, Business 


Meeting, Election of Officers. Speak- 


er to be announced. 
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—Therese Allaire, 84 Broad St., 
Pawtucket. 


SOUTH DAKOTA 

South Dakota D. A. A. 

Meeting, Nov. 1, 1940. Time and place to 
be announced. Business and social 
meeting combined. 


Meeting, Dec. 6, 1940. 
be announced. 
—Inis Olson, 406 Natl. Bk. of S. 
D., Sioux Falls. 


TENNESSEE 

Knoxville D. A. A. 

Meeting. Nov. 11, 1940, 6:30 P. M. Place, 
S. & W. Cafeteria. Speaker, Dr. 
Glenn B‘bee. Subject, ‘‘Member- 
ship.” Clinic Lecture by a member. 
—Nelle McCallie, 303 Doctor's Bldg. 


WEST VIRGINIA 


Kanawha Valley D. A. A. 

Meeting, Nov. 4, 1940, 7:30 P. M. Speaker, 
Dr. C. M. Jividen. Subject, ‘Per- 
sonality.” 


Time and place to 


Meeting, Nov. 27, 1940. Thanksgiving basket 
for the needy. 


Meeting, Dec. 2, 1940, 7:30 P. M. Speaker, 
Dr. N. H. Baker. Subject, “Bleach- 
ing of X-Rays.” 


Meeting, Christmas Party and Tooth Brush 
Shower for the Davis Child Shelter. 
Date and place to be announced. 
—Vera Arnold, 318 Medical Arts 
Bldgs., Charleston. 


DANSE SEERA RAE 


HOLIDAY GREETINGS! 


We wish all our readers, members, 
i ‘ ‘ 
; advertisers and friends, a Very Merry 


Christmas and a Happy New Year. 


THE STAFF OF 
“THE DENTAL ASSISTANT” 








GIVE 
D. A. ADVERTISERS 
YOUR SUPPORT! 


They make The Dental Assistant 
possible and materially contribute 
to the drive for better ethical 


service. 


We wish to emphasize the desir- 
ability of your extending patron- 
age to those firms who advertise 
in The Dental Assistant. Through 
their advertising, these firms are 
helping to support one of our 
most important activities. This 
Journal is the voice of The Ameri- 
can Dental Assistants Association 
in its effort to spread the message 
of ethical practice and better den- 
tal assistant management. This 
tremendously important work must 
be carried on, so we need The 
Dental Assistanttodoit. Tohavethe 
latter, we must have our advertisers 
and no one should expect them to 
provide their support unless you 
—the readers of this publication— 
extend them preferential patron- 
age. Our advertisers are carefully 
selected. 
business with full confidence and 


Please give them your 


always mention The Dental 
Assistant. Thanks! 




























1Teeth solidly held in normal gj 
olar bone. Accompanying gray 
shows the closely similar numbe 
of phosphatase units in 
plasma from the fingertip, 
andinplasmafromgin- 
gival tissues adjacent 
to the alveolar crest. 

FING tam 


2Teeth insecurely held because of 
“rapid” type of alveolar crest 
destruction (S. C. Miller Classi- 
fication) Graph shows that phos- 
phatase content of plasma taken 
from gingival tissue adjacent to 
area of bone dissolution is appre- je 
ciably higher than in 
finger tip plasma. 


Wy, Celtc7 OF PHOSPHATASE 
10 GHAL HEALTH SOucHut 
BY NEW INVESTIGATIONS 


A recent dental university study shows that in alveolar 
bone destruction (a cause of loosening and loss of teeth) 
plasma phosphatase values in the vicinity of the pathology 
are markedly higher than in the general circulation. Such 
biochemical findings, it is believed, will prove valuable to 
future research which attempts to find a means of allevi- 
ating this condition as a step toward improved dental and 
oral health. A report of this study will be sent to any 


b ~ 
*'StorMversC) . . 
Newronx interested dentist. 


THIS AND OTHER SCIENTIFIC RESEARCH IN PROBLEMS 
OF ORAL HEALTH IS SPONSORED BY FELLOWSHIPS OF 


BRISTOL-MYERS COMPANY 


Makers of Ipana 
The Scientific Tooth Paste 
for Tooth Cleansing and Gum Massage 


19 va West 50th St. ° New York, N. Y. 





When writing or talking to advertisers, please mention the Dental Assistant. They support 
; our publication, please support them. Thanks. 
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MECHANICAL 


DENTURE SUCCESS 60% MENTAL 
AUTHORITIES SAY 


The patient’s “mental attitude” can 
“make or break’”’ new dentures! Why? 
Because even the best-made plate is a 
huge, hard, foreign mass in a mouth 
that’s never worn one. Its pressure of 15 
to 25 pounds torments tender gums... 
often becomes a mental hazard... and 
may end up, unused, in a bureau 
drawer. Unfortunately, no compliment 
to the dentist who made it! 
EVEN THE FINEST PLATES 
NEED SHOCK ABSORBERS. That's 





IMPARTIAL LABORATORY 
TESTS SHOW 
DR. WERNET’S POWDER 
- 26.1% WHITER 
50% MORE VISCOUS 


DRWERNET 


POWDER 


why during the difficult “learning 
period,” thousands of thoughtful den- 
tists prescribe DR. WERNET’S Pow- 
der... to provide a protective comfort 
cushion... to lessen irritation... to 
promote ease and assurance... to 
speed denture mastery . . . and to insure 
denture success! 

A leader for almost 30 years, DR. 
WERNET'S Powder is never adver- 
tised to the public. We believe only a 
dentist is qualified to prescribe its use. 


SEND FOR YOUR FREE SUPPLY! Mail lower 
portion of this page, with your card, or letter- 

head, to Wernet Dental Mfg. Co., Dept. 
A .90 Baldwin Ave., Jersey City, New Jersey. 





NEARLY 50,000 DENTISTS 
USE AND RECOMMEND 


DR. WERNET’S 





46.5% MORE ABSORBENT 
FOR HOLDING 
DENTAL PLATES 
FIRMLY IN PLACE 


POWDER 


Completes your Denture Service 


THAN AVERAGE OF 5 LARGEST- 
SELLING BRANDS TESTED 

















support When writing or talking to advertisers, please mention the Dental Assistant. They support 
our publication, please support them. Thanks. 
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OVER THE YEARS 


With the good will of the dentist, 
an unceasing flow of CO-RE-GA 
has gone forth from our manu- 
facturing plants to help millions 
of patients throughout the world 
gain confidence with immediate, 
partial and full dentures. 


POW PEREOS) 


THE PERFECT ADHESIVE F 


DOCTOR! 
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OR DENTURES 


on 














. COREGA CHEMICAL COMPANY 
208 ST. CLAIR AVE., N. W. CLEVELAND, OHIO 


-RE-GA is not advertised to the public 


When writing or talking to advertisers, please mention the Dental Assistant. They support 
our publication, please support them. Thanks. 
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PLL STICK TO 
MY DENTIST!” 



















I. this your patient .. 
ing her appreciation of your work? .. 


. express- 


her confidence in you? 
Small things — if they are the right 
things—can play a big part in fostering 


such loyalty ...and they can go a long 


way toward strengthening the -bond be- 
tween you and your patients, 


PYCOPE “Council Accepted” 
TOOTH POWDER can’t mat 
abrush ...is immediately sol- 
uble . . . contains no glycerin, 
grit, acid, soap... no sodium 


perborate, 


PYCOPE BRUSHES have 
small heads, rigid handles... 
scientifically spaced bristles, 
wedge-cut tufts...atwo-month 
guarantee. Educational folder 
included, 


For instance, one of the wise things 
you can do is prescribe Pycopé Tooth 
Powder and Pycopé Tooth Brushes. This 
is your powder — your brush — never 
publicly advertised! 

Because recommendation of these 
ethical products represents your special 
knowledge in the dentifrice and tooth 
brush field 
symbols of your concern for your pa- 
tients’ well-being ...a 


they readily become 


thoughtfulness 
which patients are quick to appreciate. 
PYCOPE, Inc., 2 High St., Jersey City, N. J. 
IT'S GOOD PRACTICE TO PRESCRIBE 


PYCOPE 


PY-KO-PAY 
TOOTH POWDER & TOOTH BRUSHES 





When writing or talking to advertisers, please mention the Dental Assistant. They support 
our publication, please support them. Thanks. 





COTTON | 
DISPENSERS 





BsoRBEN! 
PrepGeT” 


e Handy at the chair and economical in use. Dispensers 
have weighted chrome base, transparent hycoloid body, 
chrome lid. Cotton sterilized after packaging. 

ABSORBENT PLEDGETS. Extra Small. Dispenser and 4 Refills, Com- 
plete, $1.95. Additional Refills, 6 for $1.65. 

DENTOFORM ABSORBENT COTTON. Dispenser and 1 Refill, 95¢. Ad- 
ditional Refills, 12 for $1.00. 

COTTON PELLETS. Dispenser and 6 Refills, $1.65. Additional Re- 
fills, 12 for $1.25. Pellet Sizes (not assorted): Extra Small, No. 4; 
Small, No. 3; Medium, No. 2. 


ORDER FROM YOUR DEALER 


NEW BRUNSWICK, N. J. CHICAGO, ILk. 


talking to advertisers, please mention the Dental Assistant. 


our publication, please support them. Thanks. 























BLACK 
BRISTLE 
BUTLER 
BRUSHES 


DR. BUTLER TOOTH 
BRUSHES 


Are prescribed and used 
personally by many of the 
leading dentists, assistants 
and hygienists in every 
part of the United States. 
lf you fail to add your 
name to this ever growing 
outstanding list, you are 
failing in your duty to your 
patients. Consider this 
message seriously, as it is 
vital. 


JOHN O. BUTLER 


COMPANY 
7359 Cottage Grove Avenue 
Chicago, Illinois 


‘ace 












Be a real booster—proudly wear 
your official American Dental 
Assistant's pin. If you don't have 
one order NOW through your 
A.D.A.A. secretary. 


7 


SPIES BROTHERS, INC. 
Official Jewelers 


for the 
American Dental Assistants 
Association 


27 E. MONROE ST., CHICAGO, ILL. 














When writing or talking to advertisers, 
our publication, 


ease mention the Dental Assistant. They support 
‘ease support them. Thanks. 




















HARMONY 


@ Williams “6” All-Purpose casting gold achieves in the mouth a color 
harmony inconspicuous in its beauty! In using Williams “6” for a restora- 
tion, you can be sure of “match” in color harmony when the patient needs 
later restorations. Unexcelled for ALL types of castings — inlays, fixed 
bridgework, partial dentures. Stocked by your dealer. Williams Gold 
Refining Company, Buffalo, N. Y.; Fort Erie, No., Ont.; Havana, Cuba. 
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When writing or talking to advertisers, please mention the Dental Assistant. They support. 
our publication, please support them. Thanks. 








